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Nancy Doucette, March, 
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Nancy Doucette, December, 


Coverage Concerns 


Money loss coverage in homeowners policies is significant 
for current concerns Roy C. McCormick, January, 
Certificates of insurance do not guarantee scope of policy coverage 
Roy C. McCormick, February, 
Fire department service charge coverage applies only outside 
boundaries of responding municipality or district 
Roy C. McCormick, March, 
A visit with the Federal Insurance Administrator—Part 1 
Roy C. McCormick, April, 34 
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Part 2 of a visit with the Federal Insurance Administration 
Roy C. McCormick, May, 29 
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Roy C. McCormick, June, 18 
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Dennis Pillsbury, October, 
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Phil Zinkewicz & Dennis Pillsbury, January, 26 
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Overseas investors eye P-C & Life insurance companies in the U.S. 
Phil Zinkewicz, January, 
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Barbara A. Morris, February, 
Diane Swiesz, CIC, February, 
Edward O’Hare, March, 


Education acumen 
Accountants liability insurance 
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Liquor liability—managing the risk Nancy Egan, April, 
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Thomas A. McCoy, April, 
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Travelers COBLAR software helps agents retain and fix problem 
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CEO Forum—Perspectives cn trends and issues from a broker 
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ServiceMaster’s ballpark Samuel Schiff, June, 
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Samuel Schiff, June, 26 
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Samuel Schiff, June, 44 
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commissions for agents? ..Phil Zinkewicz and Dennis Pillsbury, June, 62 
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Robert M. Burger, Ph.D., CPCU, AAI, August, 19 
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MEE, oa Doric aaa sent anes eas eaeeewn en OA memes Lisa Diaz, August, 44 
CEO Forum—Company executives tackle issues with major 
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For outstanding achievement—David Ross McKown 
Robert L. Stewart, September, 44 
Elisabeth Boone, CPCU, October, 18 
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December, 26 


September, 38 
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The catastrophes of 1992 fail to dampen agents’ entrepreneurial spirit 
Phil Zinkewicz, December, 50 
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Insurance industry image and the producer. . Walter J. Gdowski, March, 4 
Tell it to the media Robert L. Stewart, April, 6 
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Thomas A. McCoy, May, 18 
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Thomas A. McCoy, June, 40 
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Howard E. Candage, CPCU, AAI, AMIM, August, 40 
A checklist for starting to improve the image of you, your agency, 
and the industry Lois Van Horn, September, 36 
Giving back to the community: Agents reap unexpected rewards 
Elisabeth Boone, CPCU, December, 40 


The Light Side of Marketing 


A successful retirement is like a successful career—it requires planning 
and the right attitude Jack Younger, January, 45 
Do your customers get hostile when their auto claims aren’t fully covered? 
Blame it on Henry Ford! .................. Jack Younger, February, 40 
Loss of some accounts can be a blessing in disguise 
Jack Younger, March, 56 
The mystery of the Mercedes-Jaguar collision, wherein 
I play the perfect victim Jack Younger, April, 24 
Believe it or not, holding an honest job isn’t the only way to make a living 
Jack Younger, May, 54 
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A tour of some local insurance agencies can be a very revealing experience 


Jack Younger, June, 


Those lazy days of summer when a retiree thinks back on the 
pressure-filled days of selling Jack Younger, July, 


The computer might eventually make client service easier, 
but insurance companies still get in the way .Jack Younger, August, 
Technology is great but it can’t replace the personal touch 
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Jack Younger, September, 5 


Agency clusters: one answer to market and expense pressures 
Thomas A. McCoy, February, 
Co-op advertising opportunities with regional companies 
Thomas A. McCoy, March, 
USF&G makes a major commitment to personal lines 
Thomas A. McCoy, April, 
Maryland’s strategy includes new options for agenis 


Thomas A. McCoy, May, 6 


‘Life support”’ from insurers can help revive agency profits 
Thomas A. McCoy, June, 
The changing sales process Thomas A. McCoy, July, 
Target marketing: The opportunities and the pitfalls 
Thomas A. McCoy, August, 
Utica National goes for niches, but stays with general business too 
Thomas A. McCoy, September, 
Mass marketing provides agents, companies with competitive edge 


Thomas A. McCoy, October, : 


Safeco’s consistent pursuit of personal lines 


Thomas A. McCoy, November, 5 


Long term care presents huge opportunities 
Thomas A. McCoy, December, 


Marketing Agency of the Month 


Ohio agency “‘boots up” its volume Phil Zinkewicz, February, 
Barger Insurance mixes standard lines with surplus coverages to 
fully service clients Dennis H. Pillsbury, March, 
Marketing Agency of Month proves opportunities abound, 
no matter what the business climate Phil Zinkewicz, April, 


They built—and rebuilt—their business on the business of building 
Robert L. Stewart, May, 


Like father, likes sons Edward O’Hare, June, 
North Carolina agent’s maxim a formula for a good life 
and a successful business Phil Zinkewicz, July, 
Family ties: A ‘“‘cinch’’ for success in Michigan agency 
Nancy Egan, August, 
Insuring success: Montana-style Edward O’Hare, September, 
Making hay while the sun shines in the Sunshine State 
Nancy Egan, October, 
Funeral homes plus insurance equals a mix that works 
Samuel Schiff, November, 
Samuel Schiff, December, 


Proactive Marketing 


Winter woe is more than snow! .......... Robert L. Stewart, January, 
Winter weather makes warming warnings welcome 

Robert L. Stewart, February, 
Winter’s “last gasp’’—it can be deadly! ....Robert L. Stewart, March, 


Horrendous highway horrors continue 
"Tis the season to be boating Robert L. Stewart, May, 
Summer swimming safety Robert L. Stewart, June, 
“‘Insuring’’ a pleasant summer vacation for clients 
Robert L. Stewart, July, 
Loss prevention lowers claims Robert L. Stewart, August, 
It happens every fall—preventable bicycle injuries 
Robert L. Stewart, September, 
Auto safety: A combination of strict training, careful maintenance 
and dedicated roadwork Robert L. Stewart, October, 
Fire prevention in your clients’ home .. Robert L. Stewart, November, 
Make your customers’ holidays happier with anti-crime and safety tips 
wash ya dea need eons weds aan aee es pean Rehort L. Stewart, December, 
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Rebuilding cost chart—Spring 
Rebuilding cost chart—Summer 
Rebuilding cost chart—Fall 
Rebuilding cost chart—Winter 
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Risk Management 


Principals protective liability—a coverage which niche marketers 
should know about Donald S. Malecki, CPCU, January, 36 
A look at some of ISO’s proposed CGL changes—Part 1 
Donald S. Malecki, CPCU, February, 36 
More on ISO’s proposed CGL changes—Part 2 
Donald S. Malecki, CPCU, March, 52 
Changes to workers comp force careful review of 
“other states’’ operations Donald S. Malecki, CPCU, April, 
The mechanics of the occurrence trigger and the impact of 
nonconcurrent occurrence forms .... Donald S. Malecki, CPCU, June, 
Restroom graffiti no joking matter .... Donald S. Malecki, CPCU, July, 
When sole proprietor decides to incorporate be sure to 
consider coverage continuity Donald S. Malecki, CPCU, August, 36 
Seek out athletic or sport exclusion in liability policy and provide 
special insurance in its place ..Donald S. Malecki, CPCU, September, 
Extremes of temperature exclusion too vague to serve as principal 
reason for denying claim Donald S. Malecki, CPCU, October, 44 
Let the agent beware! The tricky practice of deducting for depreciation 
on business interruption losses Donald S. Malecki, CPCU, November, 34 
Don’t get stuck when arranging business auto coverage for sole 
proprietors or close corporation owners 
Donald S. Malecki, CPCU, December, 20 


Specialty Lines 


Motel exposures Carol Goodstein, January, 5% 
Panelists provide overview of fine arts coverage 
Barbara A. Morris, February, ‘ 
RRGs and RPGs—an emerging market for specialty needs 
Elisabeth Heitzeberg, CPCU, March, 
Major changes brewing at Lloyd’s—‘‘Unlimited liability”’ 
appears doomed Phil Zinkewicz, March, 26 
Architects and engineers coverage ............. Phil Zinkewicez, March, 
Medical malpractice: a specialty line that affects just about everyone 
Nancy Egan, March, 5 
Focus on video production insurance Nancy Egan, March, 5 
D&O liability for nonprofit organizations .Dennis H. Pillsbury, March, 6 
Media insurance Dennis Pillsbury, March, 
Insuring musical groups: Concerts require variety of coverages 
Samuel Schiff, March, 
Market outlook—1992 Wallace L. Clapp, Jr., CPCU, March, 
Ocean marine: Smooth sailing for independent agents 
Elisabeth Heitzeberg, CPCU, April, 
Emerging health care fields Carol Goodstein, May, 
Disability income: A profitable market for P-C agents 
Elisabeth Heitzeberg, CPCU, June, 5 
Summer “‘special events’’ can be covered without an insurance special 
event—when you know the ropes Nancy Egan, June, 
An update on the changing situation at Lloyd’s .. Phil Zinkewicz, July, 
Does a “‘fear of flying’’ reduce agency aviation commissions? 
Robert L. Stewart, July, 
Insuring churches—a big market with changing exposures 
Samuel Schiff, August, 5 
Equine insurance specialists find a variety of profit opportunities 
Edward O’Hare, September, 
Insuring a new breed of RV. . Wallace L. Clapp, Jr., CPCU, September, 
Day care: Insurers are taking another look Lisa Diaz, October, 
Small business owners’ headache #57—Complying with environmental 
regulations Part 1 Samuel Schiff, October, 
Beware when hooking up with tow trucks Edward O’Hare, November, 
The sexual harassment issue presents challenge to insurers 
Nancy Egan, November, 
Bungee jumping popularity reaches new heights 
and premium prices fall Carol Goodstein, November, 
Specialty market prospects for 1993—More of the same 
Wallace L. Clapp, Jr., CPCU, November, 
Pollution liability coverage availability increases . . . slightly 
Samuel Schiff, November, 
Liability insurance for charitable organizations: a necessity 
in today’s climate Dennis H. Pillsbury, December, 


To the Point 


A precis of the speech of Eric G. ‘“‘Rick’’ Gustafson upon his 
acceptance of the presidency of the IIAA 
Meeting the challenge of our destiny 
Jerry Hargrove, CPIA, CIC, JD, November, 5 
Lexington Insurance Co. president says E&S underwriters must 
counter niche marketing by ‘“‘being there for the long term”’ 
Phil Zinkewicz, December, 31 
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